
this fact when, in the 1996 Act, it "permitted the BOCs immediately to provide

interLATA services that originate outside of their in-region states. 1144 Viewed in this

context, Section 275(a)'s exclusion of Ameritech from external growth in the out-of-

region alarm monitoring market makes no policy sense.

Notwithstanding the lack of evidence supporting its position, the

AICC has consistently opposed the entry of the BOCs into the alarm monitoring

business on the ground that the BOCs would be in some unspecified way in a

position to use the local exchange "bottleneck" to discriminate against unaffiliated

alarm monitoring companies or cross-subsidize their own alarm monitoring

operations. The bottleneck argument, of course, never applied to out-of-region

services, which constitute three quarters of the alarm monitoring services provided

by SFA.45 Moreover, since long before the 1996 Act the argument has been wholly

without substance as to Ameritech's in-region alarm monitoring services because of

the Computer III, ONA and statutory safeguards against discrimination and cross-

subsidization. See pages 2-3, 11 and 18-20, supra. Nor has AICC ever even

attempted to articulate how Ameritech could successfully discriminate or subsidize.

44 Non-Accounting Safeguards Order, 11 FCC Red at 21908 (~3).

45 Approximately 75 percent of SFA's alarm monitoring customers are located
outside the Ameritech region. Exhibit E, ~ 4.
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In short, there is no reason why Ameritech's competitors in the

business of providing alarm monitoring services should be protected by a regulatory

regime that is not available to firms that compete in any other market in this

country.46

v. The Commission Should Consolidate This Proceeding With the Pending
AICC Motions and Set an Expedited Schedule for Decision of the
Consolidated Proceedine.

Ameritech requests that the Commission consolidate this forbearance

proceeding with the proceedings involving the pending AICC motions (CCB Pol.

Nos. 96-17, 97-8, and 97-11) and establish an expedited briefing schedule to ensure

prompt action. Consolidation is in the interest of all parties. It will enable the

Commission to conserve its resources, since an affirmative decision on this petition

will moot the pending AICC motions. 47 Consolidation will also ensure that all

interested parties' views are heard. Therefore, the Commission should consolidate

the proceedings and establish the following schedule, with all dates measured from

the date this petition is filed:

46 Cf. IXC Forbearance Order, 11 FCC Rcd at 20763 ("There is no reason why the
business of providing lnterexchange services offered by nondominant interexchange
carriers should be subject to a regulatory regime that is not available to firms that
compete in any other market in this country. ")

47 On the other hand, an early decision granting any or all of the pending AICC
motions would not moot any portion of this petition.
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Comments from Interested Parties:

Ameritech's Reply Comments:

Commission Decision:

30th day

45th day

90th day

This schedule permits fair opportunity for comment for all interested

parties and adequate time for the Commission to make its decision within the one

year time period mandated by Section 160. Such a schedule also gives Ameritech

the opportunity to plan a comprehensive and more efficient operation of its alarm

monitoring services.

Conclusion

Because all three statutory criteria are met, the statute requires that the

Commission refrain from enforcing Section 275(a).48 Even if the statutory language

were permissive, forbearance would be warranted.

A regulatory forbearance provision such as Section 160(a) "is a

congressional charge to 'go forth and do good 11149 The best way for the Commission

to do good in the alarm monitoring industry is to forbear from applying Section

48

49

11 FCC Rcd at 20734; 98-220 at para 26 and 27; H.R. Rep. 104-458, at 184.

MCITelecommunicationsCorp. v. FCC, 765F. 2d 1186, 1194(D.C. CiT. 1985).
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275(a). Forbearance is fully consonant with "the most fundamental goals of the Act,

... opening all markets, ... ensuring free consumer choice of every kind, and

lowering all barriers to entry in the name of competition. "50 Forbearance will also

free Commission resources for more appropriate uses by bringing to an end AICC's

campaign to use the Commission to hamstring Ameritech's attempts to compete in

the alarm monitoring industry. The Commission has already wasted far too much of

its limited resources on the AICC's petitions seeking to deter additional competition.

As the Commission noted in a recent decision to forbear from regulating IXCs, "the

public interest would be better served by the Commission devoting these resources to

its enforcement duties. "51 Put another way, rather than dealing with hypothetical

dangers dreamed up by the AICC, the Commission can and should "police conduct

and make decisions based on real facts. "52 Finally, a decision to forbear will allow

50 Statement ofChairman Kennard before the Subcommittee on Communications
of the House Committee on Commerce, Science and Transportation, March 25, 1998,
at 3.

51 11 FCC Rcd at 20766.

52 Technology and Regulatory Thinking: Albert Einstein's Warning, Presentation
ofCommissioner Michael Powell before the Legg Mason InvestorWorkshop at 6 (Mar.
13,1998).
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the Commission to refrain from addressing the constitutionality of Section 275(a) as

applied to Ameritech. 53

53 This issue is before the Commission. See Remand Comments at 40-41. The
only court to decide the issue has held that Section 275 is an unconstitutional bill of
attainder. SBCCommunications,Inc. v.FCC, 981 F.Supp. 996, 1005-1006 (N.D. Tex.
1997) (appeal pending before the Fifth Circuit).
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Wherefore, for all of the foregoing reasons, Ameritech respectfully

requests that the Commission forbear from applying Section 275(a) in any manner to

Ameritech.

Respectfully submitted,

Kelly R. Welsh
Stephen S. Schulson
AMERITECH CORPORATION
30 South Wacker Drive
Chicago, IL 60606
(312) 750-5200

Marc P. Katz
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The movement? To small commer
cial while large firms are concen
trating more on low-end residen
tial and large commercial.
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EXECUTIVE SUMMARY
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ticated~ystems and especially
CCTVsurvelllance as well as
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.systems~.··

Busts'TJttOugh$i4 Billion
According to the annual SDM

IndustryForecast, the sector bust
ed through $14 billion in revenue
in 1997, with 5.2% growth over
1996. In a first-time "same-ques-
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muchfa.:~t~r:!rate.and ,over nearly five'~
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trome, "'.l~ ~e'conCenis~and·t.'~{
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'-moral!. .~'Q~Jar""-oUtwelghthe·:·
.descen,., ," .ty c;tealersalso have diver
.slfi~~~;~~~~Cl1 arid corpo~te busi
ness~~1~~!ecc.r!D1e. and. secunty con
cerns'ci:iQ.tln~e,·to·rise;and· Into home
$YSt#/iUi~ectedby crime rates.
AIp;~~f~~~eg~r's·I>.Madoxes.consoli

dation,conUn,ued In 1997, with gas and
.el~m~~9»~es;1qlningphonecompany

...." AmeriteaiJis "big buck" buyers. in addi
1997" tl~n'i:o.il,(~slve·regional· and national

." .. :;. securlty~1J~;'Thepressure of consolida-
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$~urlty dealer, b;1 the U.s., overall ,growth In GDP should ber of buslri~es:~little more than 16,000,

'Installer and monltor- reach 2.3% during1998, with business invest- with the bUik'Stilllocal, independent finns.

~':f,ig,:"~*;~~~at ::;:d=:~~~~~~~i~~:X· ~~; consolida~~nRates
repeated In 1997. The term interest rates will stay low enough to Almost ll%'of firms in the SDM Industry
largest firms were keep housing investment, consumer durable Forecast saytheypurchased another security-
most bullish in 1997. goods purchases. and business capital spend- installing company during the period October

lng at reasonably solid levels. 1996 to September 1997. But about 60% of
Whlleeconomlsts generally see moderate those acqUisitions were made by the iarge

though steady growth of the economy this firms, withreven\le of $1,000,001 or more.
year and next, some contend there's a grOWing According.tosurvey respondents, 1998 should
chance of a recession, say a 25% chance, by prove a "lull"year as growth through acquisi
1999. And 'housing growth, tied inherently to tions slows. An analysis of a decade of SDM
the sale of residentlal security systems, will Industry ForeCast reports shows a pattern of
decrease slightly (2-3%) this year, according to two orthree years of double-digit acqUisition
builder groups. activity, then a"lull" year or'two.

This year, shifting attention from acqui
sitions, say swyey respondents, are cru
cial issuescloser to home: protecting prof
it margins; .finding and retaining good
employees; and selling more systems. Con
cern over profit margins is a recurring
issue In the SDM Industry Forecast and
may become an even sharper and poten
tially divisive Issue this year.

At the November 1997 Security Industry
Association Forum, the annual meeting of
manufactllringandmonitoring executives,
some speakers suggested that the home
securityhard~areprice wars (free and $99
deals) niay shift to montWy monitoring fee
give-away deals as utilities view home

:"" ..6% ; -:.~ ,........................................................... security systems as more a strategy to

'gi,~·5%t----··__·-.--t-"'---'-t--.---+-.-..,...-....;-""""'""--i-------II---t----i ~~~~~~~~~e~:~~gO~:hc:~mers
;-';:,,1989,1990,' .1991 1992 1993 .1994 1995 1996 .1997 Be'yon'd'pro'fit 'margJ'ns, concern over
',':Soun:e: sOM 1998inilustry~ Study'

'-"--=::=;=-=:..::.:=!...:..:::=~::L __.:._.:.___'_.:.-_ _'__ _'____....J finding and retaining good employees
Mergers, acquisitions andparlnershlps continue to change some of makes Its first appearance as a top worry
the make-up of the dealer sector. The vast majority of acquisitions of dealer, installer and monitoring firms.
(60%) are by the largest firms. With unemployment at its lowest in 24



Pricing S~bi;-or~6tt~.'::','
In 1997,allresporidentsreported the aver

age hardware.,and instaIIatl~n price of a resi
dential systerilwas$1,428. However, in an
analysis ofresults of the,SOM 100 survey and
the weighting of systems 1)y the largest, mass
marketing firms,an average price of residen
tial hardware'and installation falls to $650 per
system, '..',

~here.'s,lJl~W~~JltliJ~~~WJ~lonthirmo?i
tonng fee;TIieaverage:'l24.40 per residential
system

Mosr SOM·w>try.:~ot:~ast respondents
feel'thaf':s'" ' ...··"a'1risfiillation as well as
monthlY';"'. torlil~'\Vili··remainabout the
same this Y'el[:'j

Not remaining the same but decreasing
sharply has been crime, the growth and fear of
which drives sale of security systems, say
many deaIersin the SOM lildtistry Forecast. In
a way, the growth ofeIectr~nicsecurityin res
idential and non-residential,facilities is one fac
tor in impr()ving ~he crime Picture.

Serious crim~Cont1IJ.ues'Drop
Serious. crime, in the U$. dropped signifi

cantly for the fifth year iria,row, according to
preliminaI)'Unifonn CrinleReporting (VCR)
figures fortheJirst half,1997.,,:

Still, usillgthe'latest U$;oepartment of Jus
tice Victimization data which go beyond
crimes reported, about fiveAmericans out of
100 (5,079jJerlOO,OOO) were victimized by
criminals in 1996.

The UCR report ticks off a crime every two

January 1998

Top Fm.'tors Impacting Industry

3.

For the first time,deale'rtrrms'#ave ranked the abili
ty to find and retaingoodeinjJioyee$ as one of the
top three factors that srerna/or challenges for the
businesses in 1998.

721SDM

· .. en.ue·from a ser-
;" ce . ~tl.y.e:resi<lel1tial sales

,il .ce:,and:triSfiillati9n'account for more
(:",malmenance :!t:h~n~;a';thlra,(3s'%).of 'revenue,
J$1;~~,12% . $3.6482&0/0-'" c';"'. ":"While'~non~tesidentlal sales and
.'McmltQ~1lil Revenue:T01aI Sedor2O%.SDM 100 71 % 'l~tallation~:gioWing strongly, now
t~rJ~sb~lu~~I='~~~Udy .'. 'ac<:()6I1tforaUttle morethan one-

'-'-"'=';':;"::'::-"'-":':':";=~===_-'--__'-'J' q~~~r,(~6%):ofre~enue. For the
ccni surveillance had' entire. sector, imcmitortng. is 20% of total rev
the greatest growth in enue, altho\lghita<;coUQts for a little more
1997, while burglar and than sevelltYpercen,t (71%) of revenue of the
fire alarms comprised SOM 100 firms, . ,~.9me,experts.
mostof thebusiness~" ," .rltheSDM Industry

~~1;.\--i,·,..·..,.,:,,:.I.. '-','. .-'
last year. For most ue to see reslden-
security dealer firms, ''r-eSla~ni1al,as the
significant revenue s~" / :;Butsmallcorn-
flows from equipment 'me ~ar;:atiractive tar-
and installation, while, get;'
for the larger firms, When the survey shifted from revenue
significantly more rev- sources to the average price of hardware,
enue flows from moni- installation and monitoring, things become a
taring. bit more compleX.
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1998

Revenue ~.':Owth (SDM 100)

1997

vehicle theft and burglary both dropped 5%;
and larceny-theft declined 4%. Serious crime
decreased in all of the geographic regions.
Declines recorded include 6% in the North
east, 5% in both the Midwest and West, and 3%
in the South.

According to statistics, all cities showed a
decline in serious crime for the 6-month peri
od, with the largest population groups, cities
over 250,000, recording the largest decline, 6%.
Decreases reported by suburban and rural
county iaw enforcement agencies were 3% and
1%, respectively. SDM

3.

While more dealers see potential in small commer
cial and large commercial bilsiness, fewer see non
residential building activity and capital spending
by business as significant factors driving their
revenue.

Hevenue Growth for Security Dcaler, Installcr Firms

Revenue Growth (All)

1997_

199811,1% (Projected)

Up Reasons (All)

The largest firms are the most encouraged about high growth this
year, although all firms in the sector see strong residential, non
residential and diversified systems growth.

January 1998

::~i~di9~~~3~~tt:?~~r~f{j
every 27minutes,aforcible rape
everysixminlltes;"aild a car
stolen everY 23jie<:0?ds. "

~.ft~~;
t() ~oucbmanypeople;W,lthmore
people sensitized to,CIl~eieven
incidents farawaY'an4Pemand~
ing tougher PreVentioij'arid pun-
ishment programs. '.,

The greatest drop:' in. the most
densely populated urban areas,
where community policing,
crime preveritlonprograms and
electronic security systems are
most used.

The nation's law enforcement
agencies reported a 4% .decrease
in serious crimes reported during the first 6
months of 1997 when compared to figures
reported during the same time period of the
previous year, according to Uniform Crime
Reporting Program figures by the Federal

Bureau of Investigation, The FBI
figures are a compilation of
crime incident reports from local
law enforcement agencies.

Violent crime decreased 5%
and property crime fell 4%,

Among the property crimes,
arson decreased 9%; motor

While 'top industry leaders and
Wall$treet talkabout utilities, the
bulk of the dealer sector takes

,. uti/ities less seriously than firms
already well-established in the
business.

74/SDM

,l.8.rge,ornational alann firms

;.14%'
)%,elltcinal Bell operating companies_8%
(:~as,electric, energy utilities_8%
,self-Installed systems._6%
~Eleetrlc' contractors/electricians
il";:~;~
ik.1.,Ko,:, .
'tHome;servlces finns
''''.''''~'''Y.'''':''''' " .', .~ 1'20/'; .
~, "

'Camp,elition has little, noimpact
"Adds up to more than 100% because of multiple answers
Soun:e: SOM 1998 Indust Forecast Stu .
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- continued on page 30

"There's a market seg
ment that still buys qual
itYi that's the segment
we have always served, n

says Jeff Lancaster.

Pittsburgh area. Until the last
few years, we were 80 resi
dential and 20 commercial.
Now it seems that we are
50/50. Iattribute that to a bet
ter business environment.
We're doing more access con-

Pittsburgh. We also protect,
The Boyd School, a special
ized college. Others: New Fed
eral Cold Storage Inc., a facili
ty with 100,00 square feet of
coolers and freezers; a police
building, the Pine-Bradford
Woods Township shared
municipal facility.
Number of employees: 16
Central station: Yes.
How long?: Two years, Built
from the ground up.
Principal markets served:
Geographically, the greater

November 1997

Company: Premier Security
Systems, Inc., Cranberry
Township, Pa., suburban
Pittsburgh.
Owners: Jeffrey Lancaster
and a group of private
investors
Years in business: Seven.
(Lancaster has 22 years of
alarm industry experience.)
Number of accounts: Moni
tor about 2,000 and own more
than 1,000.
Major clients: We protect the
Duquense Club in downtown

The Thrill of Winning and
Surviving in the 90s

DEALER Q&A

By Patrick OToole, StaffEditor, SDM

Thelrnportance of BE!'"9;\N~l11berOne
,~:-:-....'.' :--:~':'.~: :>.;"i' '-, .:.;/~-:·;'~~~~:,t~~:~ t;::',>i~i .,"' .,. ..

ADTSecurlty~~rvices, Boca Raton,
Fla., hassomethlng~t otherlarge alarm .
firms desire: AIlunquestioned position of
leadership in a growing industry.

A spate of industry mergers in recent
weeks has been driven by a number of
factors. but none less Important than the
desire to be number one, "or a strong
number two or three," commented
Robert A. Guerin, former president of
Republic Security Services Inc. after the
company was sold to SecurityUnk from
Ameritech. "Only the strong survive, and
this is an eat-or-be-eaten industry."

Republic's exit from the industry came
only two years after It first entered. In
August 1995 Republic bought Kertz Secu
rity Systems in Southern Florida on its
way to becoming one of the 10 largest
security firms. Its acquisition spree sput
tered and stopped a year later in a failed
bid to become number one. A $5 billion
merger agreement between Republic and
ADT broke of( due partly to opposition by
Western Resources Inc., Topeka, Kan.

- continued on page 40

Recent months have witnessed an
unprecedented spate of high-level
mergers and acquisitions in the
alarm industry. Figures from the
end of 1996 serve as the basis of
this re-ranking of top companies.



e(ficiency, greater profitability and wider
name recognition to top companies look
ing for an edge.

Subscribers vs. Revenue
ADT, now a subsidiary of Tyco Indus

tries Ltd., Exeter, N.H., has a wide lead
over Its neares,t:competitors in terms of
total annual revenue. The company is a
cinch to pass $1 billion in sales this year.
By contrast SecurityLink from
Ameritech, Oak Brook, Ill., will likely
have sales near $500 million and Protec
tion One, Culver City, Calif., will come in
with $325 million this year according to
some estimates. A comparison of sub
scriber totals, however, reveals far
greater parity.

Using baseline figures from calendar
year 1996, ADT, SecurityLink and Protec
tion One, have subscriber bases of
approximately 1,430,000; 912,577; and
901,531 respectively. All three compa
nies will report large increases over
these figures for 1997, but the point, said
Jones, is how much ground SecurityUnk
and Protection One ha~e gained in this
area.

Another measure of leadership is prof
itability. According to Jones, Secu-

Presently 80 percent of the

market is owned by local and

regional firms. Jones feels

that will shrink to 60 percent

or 50 percent in the next

five years.

lyst and .investment banker Michael
Jones of ProFinance Associates, Wilton,
Conn., co-sponsor of the recentSecuring
New Ground mergers and acquisitions
conference held in New York. "Size is a
very important factor especially U you
are already a large company in other
areas. You want to be one of the leaders
or you don't feel like you have critical
mass."

Beyond a feeling of critical mass
comes very tangible benefits, said Jones,
namely: a natural attraction of more cus
tomers, more money and attention from
Wall Street, and more opportunities for
partnerships and dealmaking. Addition
ally, density of accounts brings added

<>
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Seeing is believing.-

the leading position In electronic securi
ty," said Republic chairman H. Wayne
Huizenga of the sale to SecurityLink.
"This sale frees management to focus on
businesses where we enjoy leadership
positions."

What Is so Important about being the
industry leader? Lots, says industry ana-

(['NEWS

GVI Securicy ofIen • fulI-lIne of video security components.lndud;,,!:
VCR contrdlen. dine lapse VCRs., 1..4 GHz wireless Qmef"a system and
WSeo enhancement dnfces..

Hello.We're GVI Security, manufacturers of innovative electronics
for the security specialist. We offer a full range of video products, each
designed for optimum performance and rugged reliability.

To find out more, and reach a sales representative near you,
please take a moment to send away for a complete package of information,
Or, give us a call at 1-602-998-3400 Ext. 9626 7:30-4:30 MST

CIRCLE NO. 100 ON INQUIRY CARD

Beginning today,
all video-based security
installations will begin

with the following
simple procedure.

40/SDM

The.. lmportat,ce of
Being Number One

- continued from ~e25

"We recognize that it would take con
siderable manageiQ.enttime and corpo
rate resources for 'Republic to achieve

to
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TECHNOLOGIES INC.
OPTI-CAM
ONE.·
Featuring:
oWaterproof
o Plug &Play
oCompact
oMultiple Lenses

Contact: Opticom Technologies Inc.
936 Peace Portal Way. Blaine. WA 98230

Telephone: (604) 739-0049 Fax: (604) 739-1349

TOLL FREE: 1-888-FOR-CCTV
Email: opticam@ultranet.ca Internet: www.Opticam.com

For FREE information circle 35

It may not look like much
to you, but to a VCR it
can be a real turn on.

Our GV-311 U Automatic VCR Controller turns any VCR into an
event recorder with date and time stamp. All at a cost far less than that of
a time lapse VCR.

With easy connections to a standard CCO camera, any type of
alarm sensor, a standard VCR, and a television or monitor, the GV-3 I IU auto
matically activates the VCR's record function when an alarm sensor is tripped.
Recording can be continuous or programmed to stop after a set period of
time, allowing only alarm events to be recorded for efficient video review.
Contact us by calling 1-602-998-3400. Ext. 9626, 7:30 -4:30 MST.

<>
GVI

Seeing is believing:
.-. GV1 is a dMIkM\ 01 Go--Vde<>, manubeturer oJ the DuaJ..Oeck"'va and och«- ine conwmer eIectronia.OI9"17 GYI Security.
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rityUnk and Protection One boast a big
ger percentage of higher-profit residen
tial accounts than ADT. The upshot net
revenues and profitability might be the
closest measure among the top three
companies.

"All things being equal, if I had the
same amount of recurring revenue, I
would make more money in the residen
tial company than the commercial one,"
Jones explalned.

The Merger Scorecard
September and October were busy

months for SecurityLink from
Ameritech. On Sept. 29, it purchased
Republic Security for $610 million and on
Oct. 2, it followed that up by buying
Rollins Protective Services, Atlanta for
about $200 million.

The pending merger of Westar Securi
ty Services with Protection One and
their subsequent a:cquisitions of Net
work Multi-FamilySecurity Corp., Dallas,
and Centennial Security, Madison, NJ.,
helped Protection One stay roughly
equal to SecurityUnk in terms of size of
subscriber bases. Both Westar and PI
are now approaching one million
accounts.

Western Resources also made a $7.5
million investment in Guardian interna
tional, Hollywood, Fla., buying 37 per
cent of the firm's stock. It provides
wholesale monitoring to 16,000 sub
scribers and owns 12,000 accounts.

Entergy Security Services, Raleigh,
N.C., made two important acquisitions in
recent months. It acquired Ranger Amer
ican Inc., San Antonio, and, more recent
ly, the alarm monitoring business of Day
Detectives Inc.; Jackson, Miss.

John Hesse, executive vice president
of Protection One, predicts even greater
rounds of consolidation in years to
come. To what extent: Four companies
with more than one million subscribers
by the year 2000. Three are nearly
there now.

Jones agrees and sees the top 100
companies in the industry assuming a
greater total share of the market.
Presently 80 percent of the market is
owned by local and regional firms. Jones
feels that will shrink to 60 percent or 50
percent in the next five years.

Which direction will local and region
al players move? According to Jones,
acquisition-driven leaders will likely
shape an industrywith greater emphasis
on "dealer programs, third-party moni
toring companies" and a diversity of
niche-driven players.

November 1997
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co~soliiiatiol1s'iJ;kddiverslficationare two factors thatindicate
the security industry Is transforming itself.'" >, .',

Source: SOM 1997 Industry Forecast Study
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OtherIndustrial Institutional

particularly in home security. Recent security
firm acquisitions by gas and electric utilities
have accelerated attention to lucrative cash
flow and home "connection" aspects.
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SHghfprl.:h{gCbaDge, .
'Although sOJlle dealers in follow-up studies

to the SDMfudOstry Forecast dispute the con
clusion, the average price of a home installa
tion has started to go up again, but only slight-

_ 1994
'fl-::'l"frr--------'----------{ _ 1997

projection

Percentage of dealers expecting most revenue growth in 1997
(and compared against 1994)

Low-end Small Large
residential commercial commercial

HiQh-end
reSidential

a sound one.
SECURITY Magazine, the world's largest cir

culationmagazlne for corporate, commercial
and government in..IJ.Qusesecurityoperations,
reports 'strong coiporate security spending,
more outSpurClngarid projects calling for sys
tems integra:tors". . ,

There are plenty of people - inside the
industry and in the investment community 
sold on security's continued vibrant growth,
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In $ billion

Tolal1996 Industry revenue, $13.19 billion

Source: SOM 1997 Industry ForecaslSludy

Burglar
alarms

In $ billion and percent

Home 5.2% Other 6.90/0
systems $0.68 $0.91

Total 1996 Industry revenue, $13.19 billion

Source: SOM 1997 Industry Forecast Study

eeTV 11.4%
$1.5

Residential
sales!

installation

$0.51
3.9%

Service!
maintenance

Monitoring!
leasing

I I! II I I.. (

I; t r 1 (./. <' ! I. ,

I ~'Urc Iv'" UI ,,;, /, I·"',~:.t~.. I,p ~; -d ')....... ~

[ (:1/ft..;. '-"(/(' '.U.::J,I'J r;(;:"';/{:)p rp1"1;:...)j{~1~ r7r;f t )...-' 'j
l~~~_W~~.-L;.L"'~~~W"""'~~~~~~

66/SDM January 1997





D


